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At 2003's year-end. The TJX Companies Inc operated eight busi nesses— T.J. Maxx, Marshalls HomeGoods 
A.J. Wright and Bob's Stores i n the United States Winners and HomeSense in Canada* andT.K. Maxx in Europe Our 
targdt customer i s a mi ddl e to upper- mi ddl e i ncome Siopper, who i s faSii on and val ue consci ous and fits the same profi I e 
as a department Sore Siopper. This is true of all of our concepts with the exception of A.J. Wright, which reaches into 
a more moderate- i ncome market, and Bob's Stores which has a largely male cuSomer base and a target cuSomer who 
qaansthe moderate to upper-middle income range Our off-price misaon isto deliver a rapidly changing assortment of 
quality brand name merchandise at prices tha: are 20-60% less than department and qaecialty Sore regular prices e/ery day 

t.j. Maxx was founded in 1976 and isthelargeS off-price retailer of apparel and home fashions in the U ni ted States 
operating 745 Sores in 47 Sates at the end of 2003. With Sores averagi ng 30,000 square feet, T.J. M axx sells brand 
name family apparel, accessaries home fashions women's shoes lingerie and fine jewelry. 

Marshalls was acquired byTJX in 1995 and is the nation's second largeS off-price retailer, operating 673 Sores in 
42 Sates and Puerto Rico at 2003's year-end. With a product assortment very similar to T.J. Maxx, Marshal Is offers a 
full line of family footwear and a broader men's department. An average M arshalls Sore is 31,000 square feet. 

v\/imas\N3B acqui red b/TJ X as a five- Sore cha n i n 1990 and has grown i nto the leadi ng off- pri ce rdtai ler i n C anada with 
160 Sores at 2003's year-end. Wi nners Sores average appnoxi mdtely 28,000 square feat and feature off- price desgner and 
brand name women's apparel and Sioes fine jewelry children's apparel, lingerie accessories home faSiions and mensA/ear. 

t.k. Maxx was launched in 1994, introducing the off-price concept to the U nited Kingdom.Toda/,T.K. Maxx is the 
leading off-price retailer in the U.K. and I reland. T.K. Maxx offers great vdueson family apparel, women's Sioes fine 
jewelry, lingerie accessories and home fashions The average size of aT.K. Maxx Sore is 27,000 square feet. T.K. Maxx 
ended 2003 with 147 Sores 

HcmEGoods was introduced in 1992 to expandTJX's presence in the growing home fashions market. HomeGoods offers 
abroad arra/of giftware accent furniture lamps rugs accessories and seasonal merchandiseThis chain operatesin a 
Sand-alone and superSore format. The superSores couple HomeGoods with T.J. Maxx or Marshallsand are called 
T.J. Maxx 'N More and Marshalls Mega-Stores Stand-alone HomeGoods Sores average approximately 28,000 square 
feet. At 2003's year-end, HomeGoods operated 182 Sores 

A j. Wright operates similarly to our other concepts but targets the moderate-income cuSomer. A.J. Wright offers 
family apparel and footwear, accessaries home fashions lingerie and coSume jewelry.This business was launched in 
1998 and has grown rapidly to end the year 2003 with 99 Sores A.J. Wright Sores average 26,000 square feet. 

H omeSense, I aunched i n 2001, i ntroduced the home fashi ons off- pri ce concept to C anada Si mi I ar to the H omeGoods 
concept, HomeSense offers cuSomers a wide selection of cookware, linens rugs accent furniture and seasonal 
itemsAt 2003's year-end, HomeSense operated 25 Sores Stand-alone H omeSense Sores average 25,000 square feet. 

Bob's Stores was acqui red byTJX as a 31-Sore, value-oriented retail chain in December 2003. Bob's Stores offers 
branded apparel and footwear, with an extensive assertment of casual clothi ng for the family that emphasizes mens/vear, 
including activa/veer and workwear. CuSomer service and offering cuSomers a fun and easy Slopping experience are 
important aqeectsof the Bob's Stores concept. At the Bob's Stores di vis on. Sores average 46,000 square feat in size 




OVER 


100,000 

tjx Associates 


Q:The TJX Companies now has over 100,000 Associates worldwide. How has 
TJ X's strong corporate culture contri buted to its success? 

A: We be! i a/e thi s i s the mod i mportant of the qued ons posed i n thi s year'sA nnual R a/i ba/, because dtTJ X, our Assad ates 
are truly our greeted as3ds As the leadersin off-price retailing, we ha/e da/eloped an organization that, without rival, isthe 
bed in our sector of theindudryThednength of our organization has grown out of our deeply engrained corporate culture 
which centers around acting with integrity and empheszesthd all people mud be treated with dignity reject and caring. 
Further, our culture i s one i n whi ch success i s measured not only on del i veri ng results but how those results are achi a/ed. 

T hatTJ X i s a great company at whi ch to work, where Assad ates are encouraged to diare thei r thoughts and i deas openl y 
i s di rectly rel dted to our success O ur C ompany conti nuesto benefit from the vad experi ence that so many Assad ates ha/e 
gai ned after many years of sarvi ce and bui I di ng thei r careers wi thTJ X .T hroughout our organi zati on, experi enced Assad ates 
share experti se wi th I ess tenured Assad ates Our merchandi si ng organi zdti on i s a pr i me exampl e; thi s team i s the mod: 
experienced off-price buying group in the indudry and serves as a significant asset to the Company I n addition, our 
experienced workforce aids us in darting na/v growth vehicles as we can tap seasoned individuals from our more edabl idled 
bus ness units to diare bed practices and expertise with our younger concepts 

O ur bottom-1 i ne ori entdti on i s another aqaect of our corporate culture that correl ates to our success At each di vi s on, 
management at a/ery I a/el i s i ncenti vi zed al ong the same metri c, the bottom-1 i ne goal of that di vi d on. I n thi s way, 
teamwork and cooperdtion are rewarded and the enti re C ompany benefits 

AsTJX grows ensuring that our corporate culture is underdood and upheld throughout our organization is a top 
priority De/elopi ng the future leaders of TJX is key We ha/e created an environment where Associates can grow with the 
C ompany whi le maderi ng the d<i I Is and nurturi ng the entrepreneur! al ^oirit that is so vital to successful off- pri ce rdtai I i ng. 
We are committed to mai ntai ni ng thi s envi ronment and one way i n whi ch we achi a/e thi s i s through 'thi nki ng bi g' and 
'add ng sral 1/ In other words whi le drdzegi cal ly we approach our bus ness as the $13- billion leader of the off- pri ce ndta I i ndudry 
wori dwi de we take care to remember that our success i s due to the good work thd: over 100,000 i ndi vi dud s perform a/ery day 
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TO OUR FELLOW SHAREHOLDERS: 

T he year 2003 was one of Seedy growth and Strong performance forT heTJ X C ompani es I n a chal I engi ng rdtai I envi ronment, 
we achi e/ed sgnifi cant sal es and profi t i ncrea^s and are pi eased that our earni ngs per Siare growth was at the hi gher end of 
our expected ons We Sated at the outsat of the year that our beS growth opportuni ti es woul d be i n the sacond half of 2003 
and the year unfolded as we had expected it would, with a very Srong fini Si. We attribute a good deal of our Srong 2003 
performance to the flexibility of our bus ness model and the succesSul execution of our merehandiang and inventory SrSegies 
Weal S3 benefited from successful expense control, as well as an extra week in this year's 53- week fiscal calendar. 

We are pleasad thdt our Srong results led to a 44%after-tax return on average Shareholders equity which we achia/ed 
while maintaining an excel lent financial postion. 2003 marked the fifth consacuti ve yaar that we have achi a/ed an ^ter-tax 
return on average Shareholders equity of 42%or greater, putti ng us i n the upper echelon of the nStai I i nduSry D i I uted earni ngs 
per Share were $1.28, which repressntsa 19% increase over $1.08 in 2002. N <S income reached $658 million compared with 
$578 million I aS year, a 14% increase Revenues gra/v ll%to $13.3 billion for the 53-week fiscal year, compared with 2002's 
52-week fiscal year. Comparable Sore sal esincreaBed l%on a comparabl e 52- week bass which was below our expectations 
but offset by Srong merchandise margin performance AI S3, foreign currency exchange rdtes benefited our consolidated 
comparable Sore sales and profit i ncreases 


Steady Growth At Marmaxx and Winners 

The Marmaxx Group, the internal combination ofT.J. Maxx and MarShalls delivered very solid results achia/ing total sales 
of $9.9 billion in 2003. While comparabl e Sore sal es for the year decreased 1% from the pra/ious year, na/v Sores performed 
very wel I and M armaxx achi a/ed excel I ent bottom-1 i ne results Segment profi t i ncreesed by 8%to $962 ni 11 i on i n 2003, over 
the $888 mi 11 i on earned I aS year, and segment profi t margi n reached 9.7% whi ch was ahead of our expected ons M armaxx's 
ability to deliver Srong margin performance i n a challenging year is teSament to this drvis on's Siarp execution of its off-price 
merchandis ng and i inventory Strategies M armaxx also benefited from itsi ncreasd diSri bution capacity which has given our 
merehandi s ng organi zsb on even greater abi I i ty to make purchase deci s ons Idter i n the si I i ng cycl e, resulti ng i n better, smarter 
buys and greater merehandi se margi ns 

O ur M armaxx divison conti nuesto grow and succes^ully open Stores acrossthe U.S In 2003, we netted a total of 76 additiond 
T.J. M axx and M arSial IsSores endi ng the^eer with 1,418 SoresT he ongoi ng eccel lent performance of our new Sores gives us great 
confidence in our ability to continue to grow thisdivison and ultimately operateatotal of 1,800T.J. Maxx and MarSoaUsStones 

Winners and HomeSens^ our Canadian bus ness topped the billion-U.S-dollar mark, reaching $1.1 billion intotal sales 
Comparable Sore sal esincreasad 19%in U.S dollars and 4% in local currency which we believe more meaningfully reflects 
our operating performance Segment profit margin was9.9%and segment profit increased 25%to $107 million, ndlecting 
the growth of our Canadian bus nesses and the favorable currency exchange rdteWeane very pleased with the continued 
growth ofWinnersand the expans on of H omeSens^ our Canadian home faSii ons concept. Winners received great cuSomer 
reqoonse for thisdivis on'sfirSt superstores which it opened in 2003. We added 14Winnersand 10 HomeSense Stores to end 
the year with 160Winnersand 25 HomeSense locations 

Great Performance ofYounger Businesses 

We are delighted with the performance of our younger businesses which continue to make greeter contributionsto 
our consolidated results HomeGoodsgrew sales to $877 million and outpaced our bottom-line expectations with a 
segment profit increase of 55%in 2003. While comparable Sore sales for thisdivison increased 1% which was below our 
expectations we are very pleased with H omeGoodS Srong segment profit margin, which reached 5.7%for the year. Gradt results 
dt new Sores along with excellent execution of its merehandisng and inventory Strategies were the drivers of H omeGoodS 
Srong year. H omeGoods opened 40 Sores i n 2003, endi ng the year with 182, and we look forward to the conti nued succesdul 
growth of thi s exci ti ng off- pri ce concept. 

T.K. Maxx, i n the U. K. and I reland, had an outSandi ng yaar i n 2003, exceadi ng both our sales and profit goals Sdes totaled 
$992 million and comparable Sore sales increaBad 16%in U.S dollars and 6%in local currency Segment profit increasad 37% 
to $59 million and sagment profit margin was6.0%These results were driven byT.K. Ma<x'ssolid execution of itsmaohandisng 
and i nventory Strategi es i ts conti nued I a/eri ng of expenses as thi s bus ness grows and to a smal I er extent, currency exchange 
rdtesT. K. M axx completed the yaar with 147 Sores by adding 24 locations includi ng sa/eral large-formdtT.K. M axx Sores 
These larger Sores utilize mezzanine floor qoace to add more sel ling square footage at little incremental occupancy coS. We 
are very pleased with the performance ofT.K. M axx and how the growth proqoectsfor thisdivison are developing 

A J. Wright had an excellent year, far surpass ng our expectati ons by achi a/i ng profitability for the year, when we had 
anticipated thdtA.J.Wright would only narrow its operating lossin 2003. A.J. Wright's sales were also above plan, increasing 
to $422 million, and comparable Sore sales increased 8%Thisyoung division achieved these Srong results while 
continuing to aggress vely grow itsStorebaBe adding 24 new stores to end the year with 99 Sores Further, in 2003, we saw 
a continuation of Strong performance dt our new Stores Also, A.J. Wright doubled its distribution capacity with the 
addi ti on of a second di Stri buti on center, I ocated i n the M i dweSt. A .J. W ri ght i s a uni que shoppi ng deSti n^ti on for the 
moderate- i ncome consumer, whether tine i s seeki ng greet val ues on "fast fadoi on" or baa c items and remai ns a si gnifi cant 
longterm growth vehicle for our Company 
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Newest Seed For Future Growth 

Bob's Stores which we acquired in late 2003, is a 31-Sore value-oriented, branded apparel retailer based in the N ortheaSt 
that fits wel I with our Company Strategically and culturally TJX acquired Bob's Stores for a purchase pri ce of approxi mdtely 
$58 mi 11 i on. Bob's Stored merchandi se arortment i ncl udesfani ly casual and active apparel, emphad zi ng menswear, workwear 
and shoes Bob's Stores brings with it a very loyal, male-oriented customer base^ which complements our largely female 
customer profile We plan to grow Bob's Stores d owl y and deliberately dt first, taking time to get the concept right before 
rol I i ng out its Store base more aggress vely Long term, we bel i e/e Bob's Stones has the potenti al to be a400- Store retai I chai n. 
We are very exci ted about the growth proqaects for Bob's Stores and are del i ghted to wel come thi s strong organi zdti on to 
theTJ X fani ly of compani es 


Excess Cash and Strong Balance Sheet 

I n 2003, our bus nesaes once again produced excellent returns on investment, which allowed usto grow our Company maintain 
a strong bal ance died:, and create val ue for our sharehol ders O ur excel I ent credi t rdti ng i s among the hi gheSt i n the enti re 
retai I i nduStry We conti nue to generate d gnifi cant amounts of excess cadn and, i n addi ti on to i nveSti ng i n our operdti ons 
we increasad diareholder value through our aggresave dnare repurchase program I n 2003, we repurchased $515 million in 
TJX dock, retiring 27 million dnares Since 1997, we ha/e repurchased $3.1 billion inTJX dock, retiring 236 million dnares 
Asdways we remain committed to increaang shareholder value With our Strong balance sheet and ability to generate 
dgnificant amounts of excess cadn from our bud nesses we are confident in our ability to conti nue to provide value to our 
dnarehol ders through both dividend pa/mentsand thednare repurchase program. 

Depth in Management Team 

After the end of the year, we repod ti oned our seni or management team to more Strdtegi cal ly al i gn our di vi d ons and support 
our ongoing growth plans Donald Campbell has trandtioned from the podtion of Chief Financial Officer to Chief 
Administrative and Bud ness D e/el opment Officer, a critical role as we expand our current bud nesses and add na/v bud nesses 
to our organized on. Jeffre/ N a/lor, who has extends experience in ^ni or financial pod ti ons i n the retai I and consumer products 
induStriesjoinedTJX to succeed Don Campbell in the podtion of Chief Financial Officer. In March 2004, Arnold Barron, 
Peter M aich, Carol M eyrowitz, and Alec Smith were promoted to Senior ExecutiveVice Pres dents along with Don Campbell 
and Jeff N a/I or. We are very pleased with these moves which better podtion us for future growth, and are fortunate to ha/e 
such a wealth of talent withi n our organization from which to draw. 

Additionally, dtWinners in Canada Da/id Margol is retired asPreddent of that dividon in M a/2003. We extend our 
dncere gratitude to Da/id, who joined TJX in 1990, for his many years of service to the Company 

Confidence in Our Future 

OpportunitiesdtTJX abound in our current portfolio of concepts which include a number of growth vehicles N a/v Stores 
across al I di vi d ons are performi ng very wel I. O ur M armaxx and W i nners di vi d ons conti nue to grow, and our younger 
di vi d onsare contri buti ng more to our C ompany each year. We bel i ewe that we can grow to a C ompany of over 4,400 Sores 
from our current concepts done 

T here i s an excitement i n the a r dtT heT J X C ompani es as we make further i n roads i n certai n areas of our bud ness and 
embark in new directions With the acquidtion of Bob's Stores we ha/e yet another vehicle for long-term growth. I n 2004, 
we expect to launch two e- commerce webstes se that customers can dnop ourT.J. Maxx and HomeGoods concepts on the 
InterndLAIsa, we have successfully tested and plan to roll out expanded jewelry and accessaries departments dtT.J. Maxx and 
an expanded footwear department at M arshalls further differential ng these concepts We expect to open 182 Stores on a 
consel i dated bad s duri ng 2004 and to grow si I i ng square footage by 9% 

Our financid Strength ^fords us the flexibility to invest in growing our bud nesses and developing new ones while we 
conti nue to deliver vdue to our dnareholdersWethankdl of our dedicated Asaxiates who now number approxi metdy 105,000, 
our customers our vendors our other bud ness asocidtes and our fellow diarehol ders for their ongoing support. 
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OVER 


2,000 



in operation 


Q: TJ X now operates over 2,000 stores W hat gives the C ompany confi dence that 
it can continue to grow? 

A: The continued excellent performence of our new generdtionsof dores dt both our moreeasblidTed budnes^sae well as 
our younger concept^ is the major factor that gives us great confidence in our Sore roll-out plan. With relatively low cash 
i nveSments our new Sores typi cal ly achi a/e pnofitebi lity in year one and outSandi ng returns that are hi cjoly degrade and among 
the beS in the retail induSry Our deep underSanding of the retai I real eSdte market and cuSomer demographics aids us in 
successfully locating our Sores near where our cuSomerslive in tight trading areas In certain regions around theU.S., 
we ha/e successfully created off-price SioppingdeSnationswhere we ha^e placed aT.J. Maxx, MarSiallsand HomeGoodsin 
very close proxi mity 

Part of our growth Srategy i nvol ves i nj ecti ng newness i nto our exi Si ng busi nesses i n reqoonse to the changi ng taSes 
of our cuSomers I n 2003, we experi mented with Iarger j ewel ry and accessori es departments atT.J. M axx and expanded 
footwear at Marshalls Based on the success of these prototypes we plan to begin rol I - out of these expanded departments 
in the upcoming year.We belie/e these expansions will further differentiate^. M axx and MarSiallsand create a/en more 
reasons for cuSomers to Sop at both concepts 

O ur newer di vi si ons are maki ng greater contri buti ons to our top and bottom I i nes as they grow, and are i ntegral to our 
long-term growth SrSegy I n particular, the demogr^ohicsof the cuSomer sagment for our A.J .Wriest concept whiS welaunched 
in 1998, are enormous and we belie/e giveusthe ability to grow this bus nessto a chain of over 1, CXX) Sores in theU.S 

I n addition to growing our current bus nesses we are conSantly seeking new opportunities for our growth well into 
the future Our acquisition of Bob's Stores i n 2003 is the moS recent example of a seed that we are cultivating now for 
the future of TJX. Two main reasons we were attracted to Bob's Stores are its very loyal, largely male cuSomer base and 
its potential to grow to a chan of over 400 Sores nationwide 

Along with a I of these reasons our confidence i n our future growth is supported by our long and consiSent hiSory 
of growth through both weak and Srong economi c and retd I envi ronments had ng achi a/ed consol i dated comparabl e Sore 
sales and profit i ncreases i n 24 of the laS 26 years 

Finally, we are confident in our growth because our organization, diSribution network and sources for product 
conti nue to keep pace with the expand on of our rdtai I concepts Long term, we bel i e/e we ha/e the abi I ity to reach over 
4,400 Sores worldwide with our current portfolio of businesses 
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(10,000+ VENDORS) 


TOP 25 VENDORS 














10 , 000 + 

vendors 

/ n the Tjx uni verse 


Q: O ther rdtai I ers and the vendor communi ty conti nue to tal k about bei ng more disd pli ned 
in managing their inventories How will thisdTect the Company's ability to source product? 

A:The question of whether there are enoudi goods a/si I able to meet the needs of our growing Company has been ad<ed 
of us throughout our hi dory, a nee we opened our fi rdt dtoreT he i ssue of more di sd pi i ned i nventory management among 
the retai I i ng and vendor communi ti es represents the mod: recent iterati on of the a/ai lability of goods quedti on. T he answer 
remai ns the same — there conti nues to be more than enough merchandi se a/ai I abl e and we are confi dent that thi s wi 11 be 
true i n the future ForT J X, the quedti on is not whether there i s merchandi se a/ai I able; rather, the quedti ons we ad< ou reives 
are 'what product to buy/ 'what product not to buy 7 and 'what price to pay for the product we buy 7 For example one of 
the reasons we launched our A.J. Wright concept in 1998 was to take advantage of the abundant buysin moderate brands 
that we had been pas ng on for years because they di d not match the profi I e of our M armaxx merchandi se mix. 

We ha/e literdly thousands of vendors with whom we ha/e close bus ness relationships and are edabl idling new ones 
a/ery da/W i thi n our vendor base of over 10,000, there are approxi mdtely 25 who compri se our top sourcesfor product from 
one year to the next, but this group constitutes only approximately one quarter of the total product we buy Unlike many 
rata I ers i n our off- price concepts we do not bui Id permanent departments to any particular vendors i n our Sores O ur sdl- 
i ng floor qoace isfled ble and flee of expendve fixtures ao we can ees ly expand and contract departments O ur contract with 
our cudtomers is to offer them great vdues on quaity, brand-name apparel and home fashions not to promise any 
parti cular brand. O ur cudtomers understand that they wi 11 fi nd somethi ng new and different eery ti me they Shop our dtones 
and love the treasure hunt 7 experience 

As the I argedt off- pri ce reta I er i n the worl d, we ha/e great opportuni ti es i n the vendor marketpl ace W hen our 
buyers go i nto the marketpl ace, i t i s wi th a $16 bi 11 i on buyi ng penci I, whi ch a I ows us to take advantage of the best 
opportunities We take pride in our dtrong vendor relationships Our vendors vd ue our excellent credit rating and they trudt 
that we are nel i able and ti mely with our pa/ments Additi ond ly uni i ke others i n the rdtd I i ng i ndudtry at our off- pri ce concepts 
we ad< for no return, markdown or adverti s ng d I owances Our dtrd ghtforward approach goes a very long way in mdntdning 
mutudly beneficid business relationships 






20-60 % 

Sewings 

every day 


Q:T he retail envi ronment conti nued to be very pnomoti onal in 2003. How doesTJX continue 
to offer brands fadnion and quality ct 20 - 60% below department and specialty Sore regular 
pri ces? I n whdt other wa/s does the C ompany mai ntai n its competitive edge? 

A: Regardless of the economic climdteor le®l of retail promotional activity we remain true to our off-price misaon to 
offer our customers brand name quality fadnionsat 20 - 60% savings compared to department and qaecialty Sore regular 
prices We belie® that our flexible bus ness model affords us our greatest competitive edge in accompl idling our misaon. 

We listen to our customers very carefully and our flexibility allows us to reqaond readily to their preferences We make 
our purchase decisons very do® to the time merchandise isneaded in our Storesand ha® the distribution center infrastructure 
in place to support the® decisons We ha® the ability to benimblein na/igdting the marketplace which allows us to follow 
fashion trends and make adj uStments i n respon® to market conditions faster than traditional retailers Our Store 
formats areal® flexible ® we can easily expand or contract departmentsAdditionally our Sores are located do® to where 
our customers live offering them a fun and easy shopping experience Further, as we ha/e expanded our existing 
bus nesses and launched new concepts we ha® the flexibility to capitalize on a broader ®ope of buying opportunities 
Maintaining our price gap below the department and qaecialty Storesiskey to our off-price misaon dtTJX. Our highly 
dxilled and ®a®ned merchant group is adept at reading the retail landscape recognizing whet is®lling and what is not, and 
dt what prices With this competitive intelligence we ha® the excel lent ability to make the right buy at the right price and 
right ti me W hen the envi ronment i s hi ghly promoti onal, as i t was i n 2003, pri ces at the department and sped alty stores 
are deepl y di ®ounted and the I e®l of merchandi ® i n the product pi pel i ne i s very hi gh, as orders from tradi ti onal retai I ers 
siow or are cancel Ied. M erchandi ® pi I es up i n the supply pi pel i ne from vendors creeti ng opportuniti esforTJ X. So for us a 
promotional envi ronment translates to plenty of goods avail able dt excellent values that we can pas along to our customers 
When the retail environment isle® promotional, the vendor community becomes nrore optimistic, takes more fadii on 
rid<s and produces more goods to meet the stronger demand.T herefore regardless of how promotional the envi ronment is 
there are abundant opportunities i n the marketplace for great product. 

Another major factor thdt differentiates us from our traditional retail competition isoffering our customers a rapidly 
changi ng aarortment of merchandi ® and an exciti ng dioppi ng e<peri enceWith our disci pi i ned i n®ntory Strdegy whi ch i nd udes 
qui ck- turni ng i nventori es and mai ntai ni ng a I i qui d i nventory posi ti on, we can buy i nto current trends and react qui ckly 
when need be 

I n all of the® wa/s our Stores remain unique shopping destinations with many benefitsthdt ®t us apart from our 
competition in theeyesof our customers 


8 






IN-STORE INVENTORY TURNS 


MARMAXX 


T. K. MAXX 






OVER 


11 million 



of di stri buti on capaci ty 


Q:TJX ha6 i nvedted in building out its distribution network over the I aSt3a/eral years How 
doesTJX benefit from expanding its distribution capacity to ewer 11 million square feet? 

A: I n the laft three veers we ha^s increased our distribution capacity by approximdiely five mllionaquerefedtConnpsny-wide 
i n order to keep pace with our expandi ng Store base I n 2003, we completed a major expansion phase for our M armaxx 
distribution network, added a second distribution center for A.J. Wriest and athird for HomeGoods The impact of building 
out our distribution center network isan excellent illustration of howTJX has become more nimbleasit has become 
larger and how thdt flexibility has contributed to our success With a larger distribution infrastructure we are able to manage 
our inventoriesa/en more effectively to support our off-price bus ness model. Specifically we can better support our rapidly 
turning inventories close-to-need buying decisions and deliver goods to the selling floor more quickly and efficiently 
We ha/e seen the benefit of our i ncreased diStri buti on capacity take hold over ti me I n 2003, the benefit to our 
merchandise margi ns was significant. O ur buyers went i nto the marketplace with a/en greeter ability to make thei r purchase 
deci si ons cl ose to need, whi ch i s key to our off- pri ce Strategy T he best buyi ng deci si ons are made cl 09e to need because 
the buyer can make a smarter purchased he longer our buyers can wait before pi ad ng a purchase order, the more ti me 
the/ ha/e to gather i nformati on about apparel and home fadni ons market trends O ur buyers better understand whet product 
i s sel I i ng wel I, and et whet pri ces as wel I as whet opportuni ti es are a/a I abl e i n the marketpl aceT he end result i s thet we 
can offer our customers better values and also achia/e improved merchandise margins 

Additionally, expanding our distribution network should benefit expense la/els in the future Our new Marmaxx 
distribution facilitiesare loceted within four hours driving distance of N ewYork City, which results i n doorter freight hauls 
from our largest sourcing center and thus freight cost sa/ings Similarly, our new A.J.Wright facility islocdted in the 
center of the country, ready to service our Store noil-out program. 

We are wel I posi ti oned to keep pace with our future growth across the C ompany's vari ous busi nesses O ur next 
distribution center expand ons are planned for 2005, dtWinnersT.K. M axx and H omeGoods 
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44 % 

return on 

sh a reh o! ders' equ i ty 


Q: TJX achieved an after-tax return on average shareholders’ equity of 44% in 2003 
and has achieved a return of over 42% for the lad; five consacutive years H ow does the 
Company's financial strength help it achieve its goals? 

A: AtTJ X, we bel i a/e fi nanci al stabi I i ty translates to abi I i ty to expand our exi sti ng bus nesses abi I i ty to embark on na/v 
venturesto support our long-term growth, and ability to conti nue achia/ing drong rdturnsfor our dnareholders smultaneoudy 
Our long history of delivering comment growth has benefited our dnareholders Associates vendors and other bus ness 
associates and gives us greet confidence in our ability to achieve our future growth plans 

With our strong operdions we produce dgnifi cant amounts of cadnthdt allow ustofund our growth internally while 
returning excellent value to our shareholders through share repurchases and dividend payments I n 2003, ha/ing begun 
the year with a significant cash balance we generated an additional $771 million in cash from operations We utilized 
$409 mi 11 i on to rei nved: i n our growi ng busi nesses approxi mately $58 mi 11 i on to acqui re Bob's Stores and repurchased 
$515 million of TJX dock. O nee agai n, we began another year i n an excel lent financial postion, with $246 million of cadn 
dt the begi nni ng of 2004. 

With our disciplined approach to investing capital, we make relatively small i nvedmnents i n opening stores N ew 
stores typically achia/e profitability within their first year of operation and deliver returns on investment well above 
our cost of capital and higher than mol in the rdtail industry 

O ur fi nanci al Stabi I ity and conservedve balance dnedt al low us to embark on new ventures whi le we conti nue to grow 
our exiting operations Our acquisition of Bob's Stores i n December 2003 for approximately $58 million representsa 
relatively small invedment in abudnesswith gredt long-term growth potential forTJX. Bob's Stores isa value oriented retailer 
of casual apparel for the wholefamiIy thdt we belie/e we can grow to a multi-billion-dolIar chain over time 

Our Company continues to achia/e earnings growth and returns to i nvedorsthdt far exceed mod other companies both 
within and outsde the retail industry I n the 2004 Fortune 500 rankings in whichTJX ranked 148, we placed in the top ten 
percent of al I Fortune 500 compani esfor 10-year growth i n eerni ngsand i n the top five percent for return on dnaneholderS equity 
With our drong balance dneet, we ha/e one of the hic^ied i nvedrrent credit rddngs in the retai I i ndudryT hi s excel I ent credit 
rdti ng is very valuable to our vendors and real eddte de/elopers because of the assurance it offers them i n our fi nanaal dabi lity 
We remain committed to maintaining our drong financial podtion and belie/e it will conti nue to benefit our growth 
i n the diort and long term 
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DILUTED EARNINGS PER SHARE 

(CONTINUING OPERATIONS) 

(IN DOLLARS) 
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Save the Children/Susan Warner 


880 

charities 

supported 


Q: TJ X supported 880 chari tabl e organi zsti ons i n 2003. W hdt were some of the hi ghl i ghts 
of TJX'sactivities in its communities? 

A: TJ X is committed to bei ng a respond die, cari ng and gi vi ng community partner, and 2003 marked another year i n whi ch 
the C ompany and our Asaaci ates ga/e back to the communiti es where our stores di Sri buti on centers or home offi ces are 
located. We supported 880 nonprofit organizations during the year, with faniliesand children continuing to bethefocusof 
our corporate giving and volunteer activities 

I n 2003, in lieu of aCompany holida/ party at our corporate headquartersTJX launched the "TJX CaresAbout Doing 
T hi ngs that M atter" campaign.TJ X repai red the roof of a shelter for fami I ies near our home office i n Frami ngham, 
M asBachusdtts and Asociates donated holida/ giftsaswell as base needs items that were distributed to sa/eral local organizations 
throuc^iT he U nitedWa/ 

T hrouc^iout the yaar,TJ X Asoa dies donated their time and efforts to many charitable organi zed ons and activities including 
The Bodon M ardthon J i mmy FundWalk, GR EAT STRI DES:Taking Steps to CureCydic Fibrosis; Walk Far For 
N .A.A.R. (N dtional Alliance for Autism R eseanch), andT he American Cancer Society's Daffodil Da/s Program Additionally 
over 25, (XX) Associates donated toThe U ni ted Way campaign in 2003. 

I n 2003, M ardid I s conducted a very successful i n- dore campai gn to benefi t the J uveni I e D i abates R eseanch Founded on 
and continued its support of the Family Violence Pra/ention Fund.T.J. M axx conti nued to focus its charitable activities on 
Sa/ethe C hi Idren. H omeGoods conti nued its work with thej i mm/ Fund and A.J. W right conti nued its support for the Boys 
and GirlsClubsof AmericaAt our international divisions Winners conti nued itssupport of the Sundaine Dreams for Kids 
a Canadian organization dedicated to making dreams come true for children with severe physed disabilities and life-threatening 
illnesses asdidT.K. Ma^x of NCH, which supports vulnerable chi Idren and their families in the U.K. 

We reached the 36,000-mark in hiring through our Welfare-to-Work Program in 2003, well beyond the god that we 
had set when we signed on to this important program in 1997.Through ourTJXtra! Program, we conti nued to raise 
awarenes among Associates as well as their fami lies and friends about government benefits such as fuel asa dance Fannie Mae 
and tax credit programs 

C ulturd dix^rsty conti nuesto bea priority i n our hi ri ng progems community outreach and supplier patnerdoi ps O ur M i nority 
and Women- O wned Suppl i ers program conti nuesto be a major effort i n fulfi 11 i ng our commitment to the diverse communiti es 
wesrva I n 2003, we enhanced this program by providing eas/ access to information about it on our corporate webste 

Community support will conti nue as a defining value at TheTJX Companies In giving back to our communities 
we are maki ng our organization Wronger by s mply doi ng the right thi ng. 
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THE TJX COMPANIES, INC. 


SELECTED FINANCIAL DATA (Continuing Operations) 


Amounts I nThousands FisceJ Year Ended January 


Except Per Share Amounts 


2004 


2003 


2002 

2001 

2000 



(53 weeks) 







1 ncome statement and per dnare data 









Net sales 

$ 13 , 327,938 

$ 11 , 981,207 

$ 10 , 708,998 

$ 9 , 579,006 

$ 8 , 795,347 

1 ncome from conti nui ng operations 









before cumulative effect of 
accounting change 

$ 

658,365 

$ 

578,388 

$ 

540,397 

$ 538,066 

$ 526,822 

Weighted average common 









shares for diluted earnings 
per share calculation 


512,874 


537,740 


556,268 

578,392 

635,582 

Diluted earnings per diare 









from conti nui ng operdti ons 
before cumulative effect of 
accounting change 


$ 1.28 


$ 1.08 


$.97 

$.93 

$.83 

Cadn dividends declared per diare 


$.14 


$.12 


$.09 

$.08 

$.07 

Balance sheet data 









Cadn and cash equivalents 

$ 

246,403 

$ 

492,330 

$ 

492,776 

$ 132,535 

$ 371,759 

Working capital 


761,228 


730,795 


857,316 

585,685 

572,517 

Total assets 


4 , 396,767 


3 , 940,489 


3 , 595,743 

2 , 932,283 

2 , 804,963 

Capital expenditures 


409,037 


396,724 


449,444 

257,005 

238,569 

Long-term obligations* 1 ) 


692,321 


693,764 


702,379 

319,372 

319,367 

Shareholder^ equity 


1 , 552,388 


1 , 409,147 


1 , 340,698 

1 , 218,712 

1 , 119,228 

O ther fi nanci al data 









After-tax return on average 
shareholder^ equity 

Total debt as a percentage 


44 . 5 % 


42 . 1 % 


42 . 2 % 

46 . 0 % 

45 . 0 °/ 

of total capi tal i zati on * 2 ) 


31 . 0 % 


33 . 5 % 


34 . 4 % 

22 . 7 % 

27 . 3 °/ 

Stores in operation at year-end: 









T.J. M axx 


745 


713 


687 

661 

632 

Mardnalls 


673 


629 


582 

535 

505 

Winners 


160 


146 


131 

117 

100 

T.K. Maxx 


147 


123 


101 

74 

54 

HomeGoods 


182 


142 


112 

81 

51 

A.J. Wright 


99 


75 


45 

25 

15 

HomeSense 


25 


15 


7 

- 

- 

Bob's Stores 


31 


- 


- 

- 

- 

Total 


2,062 


1,843 


1,665 

1,493 

1,357 

Sel 1 i ng square footage at year- end: 









T.J. M axx 


17,385 


16,646 


15,993 

15,289 

14,592 

Mardnalls 


16,716 


15,625 


14,475 

13,369 

12,729 

Winners 


3,576 


3,261 


2,885 

2,525 

2,159 

T.K. Maxx 


2,841 


2,282 


1,852 

1,305 

921 

HomeGoods 


3,548 


2,830 


2,279 

1,667 

1,080 

A.J. Wright 


1,967 


1,498 


916 

516 

311 

HomeSense 


468 


282 


120 

- 

- 

Bob's Stores 


1,124 


- 


- 

- 

- 

Total 


47,625 


42,424 


38,520 

34,671 

31,792 


(1) Indudes long-term debt, exclusive of current ibailments and obligation under capital lease less portion due within one year. 

(2) Total capitalization includes shareholder^ equity, short-term debt, long-term debt and capital lease obligation, including current maturities 
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THE TJX COMPANIES, INC 


BOARD OF DIRECTORS 


Bernard Cammardta 

Chairman cf the Board, 

TheTJX Companies Inc 

Da/idA. Brandon 
Chairrmn 3rd 
C hid Exauti\e O ffica; 

Dcrrino's Pizza L.L.C. 

Gary L. Crittenden 
Exauti\oVi(ePreschnt and 
Chid Financial Office; 

A man can Express C errpary 

Gail Deegan 
Exeoutid in R ea dance 
Sirrrrcns Schod d Manag-mait 
Batson Cdlecp 

Edmond J. Englidn 
Proa edit and 
C hid Exeouti\e O ffica; 

TheTJX Companies Inc 

Dennis F. H ightower 
R dired C hid Executive O ffica; 
Europe OnlineNdwerks S.A. 

Richard Lesser 
Senior C crporateA ddsor 
TheTJX Companies Inc 

John F. O'Brien 

Lead Director; 

TheTJX Companies Inc 
R dired C hid Executive O ffica; 

A llmeica Financial C operation 

Robert F. Shapiro 

Partna; KlincpnStdn, Fidels & Co, 

L.L.C. 

Willow B. Shire 
Exaoutid C cnsultanf 
O retard C cnsulting 

Fletcher H .Wiley 
Exeoati \AaV ice Preadait and 
Ganaal Ccured, 

PRWT Sauces Inc 


COMMITTEES OF THE 
BOARD OF DIRECTORS 

Executive Committee 

Bernard Cammardtat Chairman 
Edmond J. English 
John F. O'Brien 
R obert F. Shapi ro 

Au dit Comm ittee 

Fletcher H .Wiley, Chairman 
Da/id A. Brandon 
Gail Deegan 
D enni s F. H i ghtower 
John F. O'Brien, ac-oftido 

Executive 

Compensation Committee 

Dennis F. H ightower. Chairman 
John F. O'Brien, &c-offido 
R obert F. Shapi ro 
Willow B. Shire 

Finance Committee 

Gary L. Crittenden, Chairman 

Da/idA. Brandon 

Gail Deegan 

Edmond J. English 

John F. O'Brien, oc-cftido 

Corporate 

Governance Committee 
Willow B. Shire, C hairpason 
John F. O'Brien, ac-offido 
R obert F. Shapi ro 
Fletcher H.Wiley 


CORPORATE OFFICERS 


Bernard Cammardta 

Chairman of the Board 

Edmond J. Englidi 
Preadait and 
C hid Executi ve O ffica' 

Senior Executive Vice Presidents 

Arnold Barron 

Group Preadait 

Donald G. Campbell 
C hid A ctri nistrati ve and Business 
Dedcpmait O ffica' 

Peter A. Maich 

Group Preadait 

Carol Meyrowitz 

Preadait, TheMarmaxx Group 

Jeffrey N a/lor 

ChidFinandal O ffica 

Alex Smith 

Group Preadait 

Ex ec u t 1 ve Vi c e Presidents 

Robert Cdtaldo 

C hid / nformation Offica r 

Ernie Herrman 

C hid O parting O ffica; 

TheMarmaxx Group 

Bruce Margol is 

C hid Human R eaources O ffiem 

Michael Skirvin 

Real Estate and N e/v Business 

Dedcpmait 

George Sokolowski 

C hid M arketing O fficer 


Senior Vice Presidents 

Alfred Appel 

CorporateTax and / nsurance 
Paul Butka 

C hid I nfermatien Office; C operate 
Systars 

R obert H ernandez 
C operate C hidTadindog/ O ffica- 

Paul Kangas 

Human R eaources A ctri ni Strati on 
C hri Sti na Lofgren 

Real E state and Propaty Dedcpmait 
N ancy M aher 

Human ResourcesDedcpmait 

J a/ H. Meltzer 

Gaieal Counsd and Sardary 

(Continues) 
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THE TJX COMPANIES, INC. 


CORPORATE OFFICERS 
(Continued) 

Vice Presi dents 

ReginaAlbanese 
Mario Andrade 
N ancy Bakacs 
Susan Beaumont 
Michael Brogan 
Donald Christensen 
Prudence Debates 
Elaine Espinola 
M ark Factor 
Thomas Flanagan, Jr. 
Prentice Gove 
Da/id Hoffman 
Louisjulian 
Barbara Kamens 
Lee Kleinman 
Miriam Lahage 
Sherry Lang 
Paul MacDonald 
Stephen M ack 
Ann McCauley 
Laura M ulcahy 
Dennis Najjar 
Barbara N obles C ra/vford 
Jeanne Pratt 
Lisa Schwartz 
Da/id Spooner 
Curtis Strom 
Douglas SyStrom 
Mark Walker 
Da/id J. Weiner 
M arti n W hitmore; Sr. 

T R EASU R ER 

Mary B. Reynolds 


DIVISIONAL MANAGEMENT 


The Marmaxx Group* 

Alex Smith 
Chairman 

Carol Meyrowitz 
Prescient 

Senior Executive Vice 
Pr esi dent 

Ernie Herr man 
C hid" O perating O fficm 

Ex ec u t i ve Vi c e Presidents 

Louis Luciano 
Mendnandsng 

R i chard Sherr 
M&chancfsng 

Da/id J. Weiner 

Finance and Distribution Sevices 

Senior Vice Presidents 

Douglas Benjamin 
Planning and AI location 

Karen Coppola 
Marketing 

Amy Fardel la 
H uman R esources 

Robert Garofalo 

Store Opaaticns TJ. Maxx 

Scott Golden berg 
Finance 

H erbert S. Landsman 
M aehancS sing 

Peter Lindenmeyer 
Distribution SaMces 

M ichael Tilley 

Store Operations Marshalls 


Vice Presidents 

Denise Adams 
Charlotte A mold 
James Beatrice 
Peter Benjamin 
Kris Brown 
James Buckley 
Norman Cantin 
ChriGopher Cason 
Daniel Cline 
Joseph DiRoberto 
Joseph Domenick 
Robert Dugan 
Thomas Eye 
Linda Fiorelli 
Gery Fischer 
Susan Flynn 
Norman Hal lock 
Isabel Hart 
Diane Holbrook 
Steven Holden 
Ned Jones 
James Keenan 
Patrick Kelly 
Celine Lewis 
Laurie Lyman 
Robert MacLea 
Michael Manoogian 
Michael McGrath 
Andrew M iller 
T i mothy M i ner 
Jo-Anne Nyer 
Michael O'Connell 
Maryann Parizo 
Chri aiine Potter 
John Ricciuti 
Da/id Scott 
Fred Snyder 
N an Stutz 
SimonTuma 
ClaudiaWinkle 

* Designates combined internal organization 
ofT.J. Maxx and Marshalls 
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THE TJX COMPANIES, INC. 


Wl N N ERS 

Peter Maich 
Chairmen 

Michael MacMillan 
Preadeit 

Senior Vice Presidents 

Sarena Campbell 
M achandising 

Karen Marchi 

Human Resources Distribution 
Smsices and L egsties 

Connie McCulloch 
M achandising 

Douglas M izzi 
Store O paations and 
L css Prevention 

Russell Schaller 
Store O perations 

Vice Pr esi dents 

Da/id Alves 
Sta/en Boyack 
Da/id Bradley 
Frank Cartella 
Pierre Cyr 
R i chard Ferraioli 
Ken Flynn 
Karen H eye 
Peter Kershaw 
Jo-Ann Lefko-John^ton 
Fran N iemietz 
R on O wczar 
Jeffrey Ryckman 


HomeGoods 

Alex Smith 
Chairman 

Jerome R. Rossi 

Preadeit 


Senior Vice Presidents 

Lisa Panattoni 
M ednand 3 ng 

C ol i n W ren 
Store O paations 

Vice Presidents 

Katherine Beede 
Margie Bynoe 
Ken Canestrari 
Da/id Glenn 
Roger Holmes 
Stephen M astrangel o 


T.K. Maxx 

Arnold Barron 
Chairman 

Paul Sweeten ham 
Preadeit 


Ex ec u t i ve Vi c e Presidents 

Gordon Bullock 
C hid- O paating O ffica 

Da/id Hendry 
Finance and A ebrini strati on 

Senior Vice Presidents 

Roger Bannister 
M achancS sing 

Amin Kassam 
Store O paations 


Vice Presidents 

Debra Dolce 
William Downing 
Simon Forster 
Mark Gray 
Cathy Phillips 
Alan Porte 
Jenny Sergeant 
Patrick Turnbull 
Andrew Tye 


A.J. Wright 

Peter M ai ch 
Chairman 

George A. lacono 

Preadeit 

Senior Vice President 

Robert Arnold 
A drrinistration and O paations 

Vice Pr esi dents 

Carlton Aird 
ThomasJ. Francis 
Sta/e Garr 
Mel Sitzberger 
Sally Whitworth 

Bob's Stores 

Peter Maich 
Chairman 

Da/id Farrell 
President 

Senior Vice Presidents 

Thomas Glynn 
Finance 

Scott H ampson 
Store O paations 

Vice Pr esi dents 

Allison Baldwin 
Eric N iedmann 
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THE TJX COMPANIES, INC. 


STORE LOCATIONS (at January 31, 2004) 


United States Canada 


T.J. Maxx 

Marshalls 

H omeGoods 

A .J. W ri ght Bob’s Stores 

Winners and 





HomeSense 


Alabama 

12 

6 

1 

- 

- 


Arizona 

8 

9 

1 

- 

- 

Alberta 21 

Arkansas 

6 

- 

- 

- 

- 

Manitoba 5 

California 

62 

89 

19 

- 

- 

Ontario 96 

Colorado 

10 

6 

- 

- 

- 

Quebec 26 

Connecticut 

25 

21 

9 

5 

11 

Nova Scotia 4 

Dela/vare 

3 

3 

1 

- 

- 

Saskatchewan 6 

District of Columbia 

1 

- 

- 

- 

- 

British Columbia 21 

Florida 

53 

53 

13 

- 

- 

New Brunswick 3 

Georgia 

29 

27 

7 

- 

- 

Newfoundland 2 

Idaho 

5 

1 

1 

- 

- 

Pri nee Edward 1 si and 1 

1 llinois 

35 

39 

10 

9 

- 

Total Stores 185 

1 ndi ana 

12 

6 

_ 

6 

_ 


Iowa 






Totals i ncl ude 23 H omeSensa Sores i n O ntario 

4 

z 

- 

- 

- 

and two in British ColumbiaTheHomeSense 

Kansas 

4 

3 

- 

- 

- 

Sore loedd ons i ncl ude the H omeSensa porti on 

Kentucky 

10 

4 

3 

1 

- 

of a superstore 

Louisiana 

6 

8 

- 

- 

- 


Maine 

6 

2 

3 

1 

- 


Maryland 

10 

17 

5 

5 

- 

Europe 

Massachusetts 

45 

45 

18 

15 

9 

T.K. Maxx 

Michigan 

30 

19 

8 

10 

- 


M i nnesota 

13 

9 

2 

- 

- 

United Kingdom 143 

Mississippi 

5 

2 

- 

- 

- 

Republic of Ireland 4 

M issouri 

13 

10 

4 

- 

- 

Total Stores 147 

M ontana 

3 

- 

- 

- 

- 


Nebraska 

2 

1 

- 

- 

- 


Ne/ada 

5 

6 

1 

- 

- 


N ew H ampshi re 

12 

7 

5 

1 

3 


New Jersey 

29 

36 

16 

5 

4 


New Mexico 

3 

2 

- 

- 

- 


New York 

45 

49 

17 

10 

3 


North Carolina 

23 

15 

6 

- 

- 


North Dakota 

3 

- 

- 

- 

- 


Ohio 

34 

17 

6 

11 

- 


Oklahoma 

3 

1 

- 

- 

- 


Oregon 

5 

4 

- 

- 

- 


Penn^l vania 

37 

28 

3 

6 

- 


Puerto R ico 

- 

14 

5 

- 

- 


Rhode Island 

5 

6 

4 

3 

1 


South Carolina 

15 

7 

2 

- 

- 


South Dakota 

1 

- 

- 

- 

- 


Tennessee 

18 

14 

1 

2 

- 


Texas 

31 

48 

2 

- 

- 


Utah 

7 

- 

- 

- 

- 


Vermont 

2 

1 

1 

- 

- 


Virginia 

28 

21 

3 

9 

- 


Washi ngton 

13 

8 

- 

- 

- 


We^tVirginia 

2 

2 

1 

- 

- 


Wisconsin 

12 

5 

4 

- 

- 


Total Stores 

745 

673 

182 

99 

31 



The HomeGoodsSorelocddonsincludethe HomeGoodsportion of aT.J. Maxx 'N Moreor aMardnallsMega-Store 
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SHAREHOLDER INFORMATION 


Transfer Agent and Registrar 
Common Stock 

The Bank of New York 
1- 866- 606- 8365 
1-800-936-4237 (TDD services 
for the hearing impaired) 

Address shareholder inquiries to: 

Shareholder Relations Department 
P.O. Box 11258 
Church Street Station 
New York, NY 10286 

E-mail address 

Shareowner- s^/cs@bankofny com 
T he Bank of N a/vYork's Stock 
T ransfer webste: 

httjoc// \AAAAA/stjockbnya3rn 

Send certificates for transfer and 
address changes to: 

Receive and Deliver Department 
P.O. Box 11002 
Church Street Station 
New York, NY 10286 

T RUST EES 

Public Debentures 

7% Promissory N otes 
7.45% Promissory N otes 
J.P Morgan Company, N.A. 

Zeno Coupon Convertible 
Subordi nated N otes 
The Bank of N a/vYork 

Auditors 

PricewaterhouseCoopers LLP 

Independent Counsel 

Ropes& Gray 


Form 10- K 

I nformation concerning the Company's 
operations and financial position is 
provided in this Annual Re/iew and 
in the Form 10-K Annual Report 
filed with the Securities and Exchange 
Commission. A copy of the Form 
10- K Annual R eport ma/ be obtai ned 
without charge by accessing the 
C ompany's webs te at wwvuLljx.com or 
by writing or calling: 

TheTJX Conrpanies Inc 
Investor R dations 
770 Cochi tuateRoad 
Frarhngham MA 01701 
(508) 390-2323 

Investor Relations 
Analysts and i nveSors saeki ng fi nanci al 
data about the C ompany are asked 
to visit our corporate website at 
wwwtjx.com or to contact: 

Sherry Lang 

Woe P reactant. 

Investor and Public R dations 
(508) 390-2323 

Annual Meeting 

The2004annual meeting will beheld 
at 11:00 am onTuesday June 1, 2004 
at TheTJX Companies, Inc., 770 
Cochituate Road, Framingham, 
Massachusetts 

Executive Offices 

Frami ngham, M assachusetts 01701 


For The Store Nearest You, Call: 

T.J. Maxx: 1-800-2-TJMAXX 

Marshalls 1-800-MARSH ALLS 

Winners 1- 877-WIN N - 877 

(in Canada) 

HomeGoods 1- 800- 614- HOME 

T.K. Maxx: 01923 473561 

(in theU.K.) 

A.J. Wright: 1-888-SHOPAJW 

HomeSense: 1-866-HOM E-707 

(in Canada) 

Bob's Stores 1- 866- 333- BO BS 

Public Information and SEC filings: 

Visit our corporate website: 

www1jx.com 

Visit our Divisional Websites: 

www. tj maxx. com 
www. marshal I sonl i ne com 
www.tkmaxx.com 
www. w i n ners ca 
www. homesensa ca 
www. bobStores com 


SAFE HARBOR STATEMENTS UNDER THE PRIVATE SECURITIES LITIGATION REFORM ACT OF 1995: Various Statements made 
in thisAnnual Review are forward- looking and involve a number of risks and uncertainties All ddtementsthd: address activities events or daelopments 
thd: we intend, expect or beliefs ma/ occur in the future are forward- looking dmernentsThe following are same of the factors that could causa actual results to differ 
materially from the forward-looking statements our ability to continue successful expanson of our Sore base; risks of expansion; our ability to successfully 
implement our opportunistic i nvantory dretegi es aid to effectively menage our inventories consumer confidence demand, spending habits and buying pref¬ 
erences effects of unseasonable weather; competitive factors factors Meeting amiability of Sore and distribution center locations on suitable terms factors 
affecti ng our recruitment and employment of assacidzes factors affecting expenses success of our acquistion and divestiture activities our ability to succesdully 
implement technologies and %dtems our abiIity to continue to generdie adequate cadn flows general economic conditions potential disruptions due to wars natural 
disasters and other events beyond our control; changes in currency and exchange rates import rides advene outcomes for any sgnificant litigdion; changes in laws 
and regulations and accounting rules and principles and other factors that ma/ be described in our filings with the Securities and Exchange Commiss on. We do 
not undertake to publicly update or revise our forward-looking determents a/en if experience or future changes make it dea that any projected results 
expresaad or implied in such determents will not be realized. 



